
THE NORTH /4MERICAN FREE

TRADE AGREEMENT (NAFTA)

The NAI+'i'A expands Canada's free-trade
area of 270 million people into a market of
360 million - a market larger thanthe
population of the 15 countries of the
European Union and one with a total North
Amcricnn output of $7 trillion.

\Icsico is Cnnadu's most important tradin,^
partner in Lutin America. Two-Nvav

! merchandisc trade withMexico excecded
$5.5 billion in 1994 and is expected to exceed
$7 billion by the end of the decudn.

Canadian direct invc5tmcnt in 1lexico is
t;rocving rapidly, increasing frorn $452 million

in 1992 to over $1.2 billion in 199-1.

This guide has been prepared withthc

problems inherent to the new exporter in
; mind. Hôtvcvcr, it is not exhaustive. The

diÊfermg circumstances, interests and need^+
of individual companieswill influence their
strategies for the hlexicmi market.

Further assistance can be obtained by
audressint; requests to:

Dcpartment of Industry (DI) throut;h the

provincial International Trade Centres (see
1YhereTo Get Ilclp) or contact the
InfoCentre at:

Tel.: 1-800-267-8376 or (613) 944-4000
Fax: (613) 996-9709
FaxLink: (613) 944-4500

InfoCentrc Bulletin Board OB11):
1-800-628-1581 or (613) 9-44-1541

MAPPING MEXICO

THE 100 MEDIUM CITIES PROGRAM

THE MEXICAN GEOMATICS SECTOR
Subsectors
Labour
Technology
Integration

THE ROLE OF IMPORTS

Canadian Participation

CUSTOMERS

BANOBRAS
Federal Electricity Commission
The National Oil Company

COMPETITION
Mexican Competitors
Foreign Competitors
Canadian Strengths

TRENDS AND OPPORTUNITIES
The Devaluation .
Change of Government
Product Opportunities
Partnership Opportunities

THE REGULATORY ENVIRONMENT
Industrial Polices
Procurement

MARKET ENTRY STRATEGIES
Private Sector Focus
Product Adaptation
Technical Presentations
Service
Government Procurement
Partnerships
Supporting the Mexican Partner
Trade Shows
Long-term Strategies
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